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. Tt is now time to plan on your 
Holiday displays for the late fall and 
. Displays winter holidays. The shorten- 
‘ ing of the days and the arrival of cooler 
weather is going to keep the farm family 
indoors a larger part of the time; and more 
: thought will naturally be directed to home 
comforts and conveniences than during the 
busy farming seasons. 


Thanksgiving and Christmas deserve 
particular attention. Electric cooking 
utensils, heaters and, for Christmas, elec- 
trical gifts, are seasonable for special sales 
’ effort. Get your displays in shape early 
' enough to interest your customers in elec- 
trical equipment before they have had an 
opportunity to spend all the crop money on 
other desired home equipment. 


». Now is the time to get busy! Next 
4 month you’ll have a lot of other lines bid- 
ding for the farmer’s spare cash. 























* ELECTRIGUTY ON THE FARM (except this ‘“‘Dealer Section,”’ printed on tinted paper) 
28 already been placed in the hands of upward of 100,000 farmers along the rural [| 
erated by more than 200 power companies. Hence the articles you find in this copy will be 
ad, or have already been read, by many of the farmers in your territory. You are, therefore, 
@ position to approach these farmers on the subject with which they are familiar. Your way 
peed for increased as of electrified ” 
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Build a Big 
Farm-Light 
Business on this 
Exclusive 
Principle 

With the Sunbeam, you can go to your 
farm-light prospect and say: ‘‘Here are 
two big savings that only the Sunbeam 


exclusive and revolutionary principle can 
bring you.’ 





trouble-free operation to sell ‘him 


foundation for a successful business. 


UNB 








FARM -LITE 


Starts, Oils, Regulates and Stops Itsetf 
SUNBEAM ELECTRIC MANUFACTURING CO., 
Evansville, Indiana 
Mfrs. of Railroad Lighting Equipment Since 1883 





Smeli } itenes carry loads 
up to 150 watts—plant starts 
automatically on heavier 
loads. 


Besides economy you have dependability, safety, simplicity and 


Write today for our unusually profitable franchise offer—a real 


















































The right battery for each 
farm requirement. 
Our new S. O. S. “P” 
type Farm Light Batter- 
ies include new _ white 


NO CHANCE FOR 
SHORT CIRCUITS FROM 
ACCUMULATIONS IN 
THE BOTTOM OF JAR. 
S. O. S. Batteries proven 
best by years of service. 
New Distributor Contract 
on Auto, Radio and Farm 
Light Batteries Ready! 
WRITE TODAY—-S. O. S. 
are the ONE QUALITY 
Batteries. BEST — BAR 
NONE! 


VICTOR STORAGE 
BATTERY CO., 


Rock Island, Illinois 
Established 1914 











New and Greater 
S. O. S. Farm Light Batteries 


Dom 
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2M" 


2%” water space 
above plates for 
extra volume of 
electrolyte where 
it has greatest 
circulating value. 
Means longer work 
between refillings. 
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234" 


2%” sediment 

space below plates, 

taking ample care 

of deposit, re- 

venting early short 

circuit, lengthen- 
ing life. 






















Price Down-- l 
Profit Up. 


The improved Globe Battery offers 
more selling helps—(1) quality, (2) 
price, (3) features. Increased produc- 
tion has cut our cost. Retail price is 
reduced. Retailer’s price is still further 
reduced. Retailer’s profit is larger. 


You can make more money with the 
improved Globe Battery. It has more 
reasons to make the public want it. 





Here’s another 
Ask your jobber for the full line-up selling feature! 
of facts and proofs, or write us Improved connec- 
today tors! Big connec- 
J tors reduce resist- 
ance and prevent 


GLOBE ELECTRIC COMPANY heating and loss 


14-28 Keefe Avenue Milwaukee, Wisconsin of current. 


“The Better RE 
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Extra heavy 
reinforced cover 


Five year 
guarantee 


Ample 
sediment space 


Heavy-duty 
plates 





Write for Attractive Agency Offer thu 


‘We want to tell you how this battery will double your of 
present business. Write us for proposition. 


We also manufacture a complete line of A & B types 
of storage batteries for radios and automobiles. 


Western Cable & Light Co. 
BALDWIN, WIS. 
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1—The Farm Electrification Demonstration Truck as It Looks 
When Ready for Travel. 


Showing the Farmer How 
to Use Electricity 


By H. J. GALLAGHER 
Michigan State College 


ITH the establishment of 

facts relative to the use of 

electricity in agriculture 
comes the problem of presenting 
to the farmer information derived 
through research and _experi- 
mental work. A_ great. number 
of agencies will be used in this 
respect by the power companies, 
the manufacturing companies, and 
educational institutions. 

The education institutions, es- 
pecially land grant _ colleges, 
through extension service have in 
the farm electrification project a 
real opportunity to assist the 
iarmer in improving his living 
conditions, and making the farm 
work easier and less costly by the 
ntelligent use of electric power. 

Under present conditions, the 
large majority of farmers receiv- 
ng central station service have 
limited the uses of electricity to 
ighting and the smaller household 
ippliances, and by so doing have not 
received from an economic stand- 


point the return justified by the 
expenses of wiring and receiving 
service. In order to use electricity 
to advantage, the farmer must 
first wire his buildings for power 
service, and then use electric 
power for as many farm opera- 
tions as the saving of time and 
the saving of money will justify. 
This program of increased energy 
consumption in agriculture means 
more farm customers served on 
existing lines, and additional farm 
lines to serve new patrons. An- 
other thing of great importance 
is that the increased use of energy 
will result in lower energy rates 
to the farmer. The high cost of 
transmission results in high costs 
of energy when current is used in 
small amounts. 

To familiarize the farmer with 
the necessity for proper wiring 
and the economic advantages to be 
gained by the intelligent use of 
larger amounts of electricity is 
one of the new extension programs 
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of the Michigan State College 
under the supervision of the En- 
gineering Experiment Station, the 
Agricultural Engineering Depart- 
ment, and the Extension Service 
cooperating. 

The most effective method of 
accomplishing this purpose is by 
demonstrating to the farmer the 
various uses of electricity that 
have proven practical. 


Truck Fully Equipped 


The extension program of the 
Michigan State College includes a 
farm electrification demonstration 
truck, a one and one-half ton 
truck with a 7 ft. by 11 ft. plat- 
form type body. One side of the 
truck will be devoted to a complete 
farm wiring system equipped with 
convenience outlets and power out- 
lets for the operation of the 
equipment on the truck. The 
other side of the truck will in- 
corporate a simple electric water 
system, whereby a switch control 
at the sink and stock tank oper- 
ates the motor on a pump jack, 
and water is pumped to other 
places as desired. 

Running lengthwise over the 
center of the truck at a_ height 
of six feet from the platform is 
a haytrack supported by a gable 
frame. On the hay track is 
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Fig. 2—The Canvas Sides Are Raised Like 





mounted a new type electric hi 
hoist designed at the Michiga: 
State College. In this type hoist, 
the motor and drum are mounted 
upon a frame carrying the hay 
car, and a single cable is used in 
elevating the load, a switch in the 
hands of the operator reverses 
the motor at will and also drives 
the motor in both directions on 
the track. This hoist is used in 
loading and unloading the portable 
equipment carried on the truck 


Portable Equipment 


Portable equipment carried on 
the truck consists of automatic 
deep and shallow well water sys- 
tems, burr and hammer mill type 
feed grinders, a two horse-power 
portable motor, a portable milking 
machine, a pipe line type milking 
machine, commercial and home- 
made poultry water heaters, and a 
simple switch control for poultry 
house lighting. The equipment 
can all be operated from the power 
outlets on the truck. 

Framed panels with photographs 
and data of farm installations of 
the equipment demonstrated makes 
the exhibit largel-- self-explana- 
tory. : 

In conducting the demonstra- 
tions, arrangements are first made 
with the public utility serving a 
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community to supply service to the 
entrance switch on the truck. 
Through the assistance of the 
county agent, a farm is selected 
and both the county agent and the 
power company advertise the 
event. 

Upon arriving at the farm, elec- 
tricity is first put to work through 
the hay hoist to unload the equip- 
ment which is placed around on 
the farm grounds, usually on the 
lawn, so that the farmers have 
plenty of room for thorough in- 
spection and operation. The sim- 
ple electric water system on the 
truck pumps water, the feed 
grinders grind grain, the milking 
machines milk cows, and the rest 
of the equipment performs the 
operations for which they are 
designed. 

On the porch or in the house, 
the women busy themselves study- 
ing the electric range, the refrig- 
erator, the washing machine, the 
ironer, and other household ap- 
pliances. No household appliances 
whatever are carried on the truck. 
but in each instance the power 
company supplies this type of 
eyuipment from its nearest store. 

These demonstrations or electric 
schools are of one and one-half 
to three days’ duration. One 
lecture is given each day, and the 
rest of the time is devoted to 
answering questions, and operat- 
ing the equipment. 

A representative of the power 
company is in attendance through- 
out the entire meetine to answer 
questions relative to the policy of 
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Left: A Complete Farm Wiring System. Right: The Simple Electric 
Water System. 


the public utility in supplying 
service to the farmer. An agri- 
cultural engineer is in charge of 
the truck and visits as many farms 
in the community where the de- 
monstration is held as time permits 
to offer what suggestions he can 
as to wiring, the kind of the 
equipment that would best fit into 
the farming operations, and the 
method of installation that would 
prove most satisfactory. 

On all farm lines where demon- 
strations are held, a complete sur- 
vey is made by the power com- 
pany as to the number of farms 
per mile of line, number of farm- 
ers taking service, the monthly 
kilowatt consumption per patron 
for the past year, the size of 
service, the manner and costs of 
financing the line, the energy rate 
charged, and the attitude of the 
farmers toward rural electrifica- 
tion. With this information, it 
will be possible to make an annual 
check to determine progress made 
through educational endeavor. 

The equipment carried on the 
truck has been largely contributed 
by manufacturing companies on a 
consignment basis. The truck was 
furnished the college by the two 
largest power companies in Michi- 
gan—the Detroit Edison Company, 
and the Consumers Power Com- 


ny. 

The interest shown in these de- 
monstrations by the large number 
of farmers in attendance gives 
promise that rural electrification 
will be a most popular and suc- 
cessful extension project. 
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If You Would Sell to Farms, 








Know the Farm Woman 


M. Attire SouDER 


Home Economics 


Extension Service, 


University of Illinois 


~~ 


F you would consider the farm 
home as a market for your 
products, you should know the 

farm woman better. How would 
you and your associates feel if all 
the world outside of the cities 
should picture the city woman— 
your wife, your secretary, your 
sweetheart—as typified by the 
overworked, underpaid factory girl, 
or the drab foreign mother of the 
tenement? But in the proverbial 
ninety-nine chances out of one hun- 
dred, you personally visualize the 
farm woman in much the same 
manner. With this picture you 
wish to sell her merchandise. 

It is true-that there are discon- 
tented, unhappy, overworked, re- 
bellious farm women anxious to 
move to town. But the progres- 


sive, happy, open minded, well 
balanced women are in the ma- 
jority, and they are the leaders. 
The present day farm woman 
offers no apology for her choice 
of home and life work. In fact, a 
broader knowledge of the lives of 
other women makes her realize bet- 
ter the advantages she enjoys. 
Hand in hand with the increas- 
ing satisfaction of farm women 
with their lot, has sprung up a 
conscious and universal determin:- 
tion to remove the wunnecessa v 
handicaps of country life and 
secure for their homes material 
conveniences that will release time 
money and energy for more viial 
things. A recent survey made >y 
the Federation of Women’s Clubs 
reveals only one-third of the farm 
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homes with water in the kitchen. 
This will not long be the ratio, 
for the farm woman is learning by 
radio, through her agricultural ex- 
tension program and by observa- 
tion, that water can be delivered 
for family consumption at an ex- 
pense comparable to delivering it to 
the cattle in the barn yard. 


Does Own Thinking 


The farm woman, although no 
longer isolated as she once was, 
has many hours when working 
and at leisure during which she 
can and does think uninterrupted 
by irrelevant distractions. Her 
daily surroundings stimulate her 
to weigh things pro and con, 
balancing the advantages and dis- 
advantageous in relation to her 
needs. as few women can do who 
are in constant contact with ex- 
aggerated and scintilating stimuli. 
The scale of value that the farm 
woman uses in considering her 
purchases is in a large measure 
the outgrowth of this fact and 
also of her position as an active 
business partner with her husband 
in making the living. 


Has Pride in Herself 


In the personal appearance of 
herself and her family, the farm 
woman has a great deal of pride. 
Representative farm women from 
every State were the guests of the 
Farmer’s Wife magazine and the 
Country Life Association at a 
conference in the Edgewater 
Beach Hotel in Chicago. <A pho- 
tographer was sent to the con- 
vention room to take their picture. 
He entered the room, looked 
around and_ started to _ leave, 
apologizing to the speaker for his 
intrusion, in these words: “I was 
sent to take a picture of some 
farm women and I have made a 
mistake in the room.” Today, it 
is difficult to determine the geo- 
graphical location of a woman's 
heme by her clothes. The work 
clothes of the farmer do distin- 
guish him from the banker, mer- 
chant and doctor. but they do not 
mork him as inferior. 

n many homes the farm woman 
tal:es the responsibility of feeding 
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and clothing the family from the 
income of the farm business over 
which she has direct supervision, 
such as the poultry garden and 
dairy products. As a result she 
knows what the dollar she spends 
is worth. 


A “Repeat” Buyer 


As a consumer, the farm 
woman of today is a “repeat” 
buyer, a purchaser of quality 
merchandise. She is naturally 
neither an “eye” buyer nor a 
“price” buyer. What kind of a 
buver she will be tomorrow is 
problematical, largely depending 
upon what the manufacturer, the 
advertiser and salesman make her. 
The mail order house some years 
ago sensed this fact. Aided by 
their field research department 
and their. laboratories they have 
and are continuing to improve 
their stock both as to quality and 
suitability to needs of the pur- 
chaser. Manufacturers and ad- 
vertisers who frankly are taking 
the consumer into their confidence 
and telling her the truth about 
their product as far as they know 
and can find out, are beginning 
to reap substantial rewards. 


Selling the Farm Woman 


It is comparatively easy now to 
get good educational advertising in 
the hands of farm women. Al- 
most every community has one 
or more organizations of women, 
such as Parent Teachers Associa- 


tions, Women’s Clubs, Home 
Bureaus, Household Science 
Clubs, Community Clubs, all in- 


terested vitally in home problems. 
Many of these clubs have county, 
state and even national officers. 
The country store is still the 
farm woman's “Wednesday” and 
“Saturdav” club. The women like 
to see one another, so in almost 
every fair sized town on one or 
possibly two custom appointed 
days, the farm women shop and 
visit. Few manufacturers have 
availed themselves of the possibi- 
ties of this voluntary social and 
business gathering. 


Abstract of article appearing in Ad- 
vertising and Selling. Aug. 22, 1928. 
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Merchandis- 
ing with the 
Farmer 


By L. W. Gray, 


IGNIFICANT of the grow- 
ing interest and demand for 
electrical appliances and ap- 
paratus was the recent Refrigera- 
tor Campaign conducted by the 
Georgia Power Company, in 
which $650,000 worth of electri- 
cal refrigerators was sold in sixty 
days. Quotas were assigned the 
various districts and reports show 
that the rural districts compared 
favorably with the cities in their 
sales percentage. 

With the increasing interest 
that is being demonstrated in the 
rural and farm electrification 
movement by the Power Compan- 
ies through the practical and ex- 
perimental applications of the ex- 
tension of their electrical distri- 
bution lines in to the rural com- 


munities, it is evident that there 
is arising a new problem of 
“Electrical Merchandising with 


the Farmer.” 

There is a question that seems 
to be open, and that is, “Does 
Rural Electrification Pay?” There 
are various answers and they re- 
flect in a large measure the vari- 
ous experiences. Rural Electri- 
fication will come, and in many 
sections is already here, seems to 
be the general conclusion, and 
there can be no doubt that as the 
net work of transmission lines is 


extended, the greater the oppor- 
tunity will be to electrify the 
rural community and the farm. 


As rural electrification becomes 
more general the -problems of 
merchandising with the farmer 
becomes more acute. There are 
a great many farms that are 
being operated from the Power 


Company’s standard lines, and ex- 
perience has shown that they are 
good customers. 

Will the farmers buy electrical 
experience 


merchandise ? Our 
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Upper: Milking Machines Are Increas- 
ing Rapidly in Use. ower: Cream 
Separator a Big Labor Saver 


says that they will. The farmers 
of tomorrow must, of necessity, 
be above the average of the 
farmers of today in order that 
they may meet the competition of 
Industry. The farms must be in- 
dustrialized and while there will 
be a living on the farm for the 
man who adhers to the old 
method, there will be a wonder- 
ful opportunity for the man who 
accepts the new system. 


Buying Electrical Merchandise 


The writer has had many years 
of actual experience on the farm 
and knows some of the limiting 
factors. The farmers have, how- 
ever, and will continue to buy 
electrical merchandise in increas- 
ing quantities. Other than this 
would not be in accordance with 
our democratic principles that the 
rural standards should be main- 
tained upon an equality with the 
urban. 

The farmer needs to be in- 
dustrialized; he needs the auto- 
mobile; the electricity; the radio; 
he needs these things—to carry 
on. The demands of an en- 
lightened age call for them and he 
will continue to buy. 


Mr. R. C. Black, an apgle 
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grower of Cornelia, Georgia, is a 
typical example of complete farm 
electrification. Mr. Black is 
located about four miles out and 
by skillful management has 
developed a magnificent apple 
orchard and poultry farm. He 
has a brick bungalow type of 
home which is electrically lighted 
from the power line. In addition 
to electric lights in his home he 
uses an electric range, electric re- 
frigerator, vacuum cleaner, elec- 
tric iron, fan and radio. He 
pumps water for his home with 
an electric motor and lights his 
poultry houses as an expedient 
for increased winter egg produc- 
tion. Mr. Black says that his 
electric bill varies with the 
season, but averages around $10 
per month for his service in and 
around his farm home. In ad- 
dition to this service he uses an 
electric motor to operate his apple 
grading machine and contemplates 
installing an underground pres- 
sure spray system throughout his 
orchard. 


Electricity Finding Growing Use 
on Farms 


Applications of electricity of 
this kind are rapidly finding their 
way into the rural and farm 
homes, and the demand is in- 
creasing. 


Electric power is _ proving 


thoroughly practicable and profit- 
able in the operation of the farm 
work shop, wood saw, husking 
and shelling corn, grinding feed, 
mixing fertilizer, baling hay and 


Growing Bulbs in Georgia With the Help of Orchard Irrigation 
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threshing grain. In fact its uses 
are many and there is no mystery 
attached to it, only a matter of, 
does it pay the farmer to use it. 
A portable motor mounted on 
trucks offers dependable power 
for all uses. While there are not 
a great many of such individual 
electrical installations in this terri- 
tory, keen interest is manifested 
in their use, and the time is at 
hand when the Power Company 
must give consideration to the 
demands for power on the farm. 


Operate Spraying Apparatus 


There is a good demand for 
electric motors for the operation 
of peach and apple packing houses 
and there are a great manv over- 
head spray systems ranging in 
size from three to sixty acres that 
use mechanical power for their 
operation and are making investi- 
gations of the possibility of elec- 
tric drive. 

There are a great many tenant 
farmers inthe South, some 
operating on short rental con- 
tracts and some on long lease 
terms. Experience has shown 
that the more progressive tenants 
will equip and operate their farms 
along the most approved stand- 
ards. They demand the best for 
themselves and their families. 
Even the more progressive land- 
lords are equipping their negro 
tenant houses with electric lights 
as a part of their housing accom- 
modations. 

The system of farming with 
negro tenants will make this par- 
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Bettenth 
the NEW UniversalF: 


The anvouncement of ihe New 
Universal Farm i.ight Battery 
is of greatimportance todealers 
who are selling to farmers. It is 
a battery that will build confi- 
dence and will make friends, 
both for itself, and for the deal- 
ers who handle it. 

Its features include — larger 
jars, extra thick plates, big sedi- 
ment space, improved pilot cell, 
double insulation and many 
other improvements. 

The New Universal Farm 
Light Battery as well as other 
Universal Batteries are de- 
scribed in our new catalog—just 
off the press. You will be inter- 
ested as well in a copy of our 
new Battery Guide, “Lengthen- 
ing Battery Life.” These will be 
sent to you gladly — upon re- 
quest. Write today for our new 
prices on all Universal Batter- 
ies, and get your share of this 
profitable business. 
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tettham ever... 
salFfarm Light Battery?! 


Universal Advertising 
Makes Better Dealer 


Profits 


The Universal dealer is backed 
by a big powerful advertising 
campaign, running in 26 farm 
magazines with a total circula- 
tion of eight millions! 

These publications cover 
every one of your customers, 
and they'll be buying their 
Universal Batteries from you, 
if you are a Universal dealer. 


Send in 
the Coupon 
Today? 

















UNIVERSAL BATTERY COMPAN. 
3414 S. La Salle Street 

Chicago, Iinois 

Gentlemen: 

Send me, without obligation, further 
information on your dealer proposition, 
new catalog, new price sheet and Bat- 
tery Guide. 


Name _ 











BATTERIES 
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Large Southern Farmers ale Negro Tenant Houses With Electric 
ervice 


ticular advancement slow, but it is 
conclusive that it is there, as in 
every instance where there is a 
possibility of electrical distribution 
in the rural sections the demand is 
very active and often considerably 
so among the negroes themselves. 

The tenant system of farming 
is the predominating practice and 
it will be largely through the im- 
provement of this system that the 
greatest advancement can be ex- 
pected. 


Large Dairy Demand 


Electrification of the dairy 
farm offers one of the greatest 
mediums for Merchandising with 
the Farmer, of the rural electri- 
fication prograntr -It is an ideal 
electrical load and, at the same 
time, serves the user from a point 


of profit. Feed grinding machines 
are great factors in affecting 
dairy operating cost, as_ they 
utilize home grown feeds to 


the best advantage. The elec- 
tric milking machine, electric 
cream separator, churn, bottle 
washer, are not only practicable 
but essential for successful dairy 
operation, and the demand for this 
class of merchandise is especially 
good. Electrical milking ma- 
chines probably save as much 
labor, if not more than any other 
device around the barn. These 
machines often cut down the 
milking time half, or what is still 
more advantageous, allow the 
milking operations to be accom- 
plished with less labor. With the 


milking machines it is quite pos- 

sible for one man to operate a 
dairy of thirty to forty cows with- 
out any help. These dairies are 
known as one-man dairies and are 

found here and there over the 
country. 

Electrical refrigeration is doing 
more to revolutionize the dairy 
industry than any other factor. 
As a means of cooling and main- 
taining milk at the proper tempera- 
tures it has no equal. The 
demand is very great for this 
class of equipment and _ varies 
with the refrigeration require- 
ments of the dairy. Considera- 
tion of storage capacity for the 
wholesale dairyman while the re- 
tail dairyman demands vary from 
the small sulphur dioxide ma- 
chines to the larger ammonia 
units. All of these offer additional 
opportunities of merchandising 
with the farmer. 

Again we ask the question, 
“Will the Farmer buv these Ma- 
chines?” Our answer is that 
they will not only buy them, but 
they are anxious for them. Our 
experience proves them to be good 
customers and they are buying in 
increasing quantities. 

Rural Electrification is rapidly 
developing, and along with it, 
Farm Electrification. This de- 
velopment is paving the way 
and onening greater fields for the 
selling of Electrical Merchandise. 
There is no doubt that the rural 
resident and the farmer will con- 
tinue to buy; all they want is the 
opportunity. 
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Another Use for the 
Vacuum Cleaner 


By J. C. Scotr 


Agriculturist, Puget Sound Power and 
Light Company 


HE electric vacuum cleaner 

has demonstrated its im- 
portance, in a cheaper and easier 
method of disposing of large fir, 
spruce and hemlock stumps, in 
Western Washington. 

“You can recommend _ this 
method of clearing land to the 
farmer who has much other work 
to do and little money to expend 
on land clearing operations,” says 


Mr. Blaine Freeman, who lives on- 


the Collins Road, between Tacoma 
and Puyallup, Washington. 

Mr. Freeman was the first man 
to try out the vacuum cleaner 
method of clearing land, which is 
the result of development by Mr. 
R. N. Miller of the Washington 
State Extension Service working 


on land clearing investigations, 
and Mr. A. Richardson, 
County Agricultural Agent at 
Tacoma. 


The dust bag is removed from 
the vacuum cleaner, in its place 
are put eight one- -half inch tubes, 
to which three-quarter inch air- 
tight hose are attached. The hose 
can be of different lengths, from 


. 6 to 15 feet, to suit the conven- 


ience of the farmer. On the end 
of each hose is placed a_ one-half 
inch iron pipe, varying in length 
from 4 to 10 feet. 


How It Is Used 


The method of using the machine 
is as follows: Holes 6 to 8 inches 
deep are bored in the stump over 
the principal roots. With gasoline 
and charcoal fires are started in 
these holes and the air directed 
on the fire. In this way the holes 
ire burned on into the stumps. 
The pipe is kept about one and 


one-half inches from the back of 


he hole. 
After the fires are well started, 


the pipes become red hot, and the 
air forced through the pipe is very 
hot, thus acting as a large blow- 
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Vacuum Cleaner Used in Clear- 
ing Logged-off Land. 


3% inch hose are placed on the end of 
each of the tubes shown in place of the 


dust bag. On the end of each hose is 
an iron a Megpen is used as a blow- 
pipe in burning out large stumps and 
roots. 


pipe, directing a jet of flame 
against the wood, making it burn 
quite rapidly. 

When all of the holes are con- 
nected on the inside of the stump, 
the pipes are removed and the 
stump allowed to burn naturally, 
until the top falls off. The top 
can be left to burn on top of the 
crown, which helps to burn the 
crown and also much of the roots 
below the plow line. The blow 
pipes can be used here, if neces- 
sary, to keep the fire going. 

After the top is completely 
burned, the long pipes are placed 
on the principal roots and burned 
below the plow line, or as deep 
as the operator chooses to go. 

“Very little or no blasting is 
necessary with this method of 
clearing land,” says Mr. Freeman, 
“and the land is left in much 
better condition for cultivation. 

“There is a minimum of re- 
levelling, and what re-levelling is 
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Left: Stump before burning started. Center: Stump in the process 
of being burned out by the vacuum cleaner and blow-pipe method, 
18 hours after fires were started. 
pletely burned. Roots burned 3 feet below the surface. Cost of 
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Right: After the stump is com- 





burning this stump was 38c. 


done, does not leave the good soil 
underneath and the poor soil on 
top of the ground, as is the case 
when stumps are blasted. 

“Land clearing operations by 
this method can go on while a man 
is doing his regular farm work, 
because in operating one vacuum 
cleaner, it is necessary simply to 
move the blow-pipes occasionally. 
This work is so light that the 
women and children can look after 
a great deal of it. 

“Just think of the hours of hard 
drudgery, that that little 1/8 horse 
power motor, in the vacuum 
cleaner is doing for a man! 

“T would be very glad if any of 
the farmers who are interested in 
this method of clearing their land 
would come and see what I am 
doing. 

“Nobody need be afraid of the 
expense of onerating the vacuum 
cleaner. It requires very little 
current, even though it is run 24 
hours a day. An old second-hand 
vacuum cleaner can be used for 
this purpose. A small drop cord 
is sufficient wiring to operate the 
motor. I have 500 feet of licht 
wire, which 1 have found very 
satisfactory. 

“Water-soaked stumps are burned 
out with ease by this method.” 

More information regarding this 
method of clearing land mav be 
obtained from Mr. R. N. Miller, 





State College Extension Service, 
Pullman, Wn., or Mr. A. M. 
Richardson, County Agent at 
Tacoma. To these two gentlemen 
certainly much credit is due for 
this new development. 


Power Conference to Dis- 
cuss Farm Electrification 


Rural electrification will be fea- 
tured at the Southern Appalachian 
Power Conference which holds its 
meeting at Atlanta, Ga., on October 
8, 9 and ro. 

aa H. Pratt, of Chapel Hill, 

C., chairman of the Executive 
aE. has just -issued_ the 
program, which shows the follow- 
ing topics of interest to those 
engaged in the farm electrification 
movement: Electrification of Farms 
and Rural Sections, Hon. L. G 
Hardman, Governor of Georgia: 
The Manufacturers Interest in 
Farm Electrification and Production 
of Suitable Electrical Equipment for 
Farms, C. W. Appleton, Vice-Pre 
General Electric Co.; Small Hydr: 
Electric Plants for Farms and Rural 
Sections, E. J. Sanderson, Thé 
James Leffel & Co.; Power—A Fac- 
tor in Solving Farm Problems, Tait 
Butler, Editor Mississippi Valley 
Edition, The Progressive Farmer, 
Memphis, Tennessee; Discussion, 
J. L. McAlister, Secretary South 


Carolina Committee on the Rela- I 


tion of Electricity to Agriculture. 
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Bob’s Page 


Devoted to Merchandising of Electrical 
Equipment in Rural Communities 
Conducted by Robt. J. Fulton 





Growing Market for Household Appiiances 


AST month we didn’t fin- 
L ish telling you about the 
use of electricity in the 
rural kitchen and dining room. 
Of course electricity is filling a 
long felt need in other parts of 
the home—in the laundry, for 
instance—but that will be dis- 
cussed later. 

Electrical table appliances are 
delightful to use and you can 
weave a romance about and 
around each one if you will. 

Be sure that you and your 
clerks are well informed on 
what it costs to operate each ap- 
pliance and what it will do. The 
mere fact that you say, “Here 
it is, it is fine,” does not make 
your customer yearn to buy. 

You should study the manu- 
facturer’s advertising and sales 
helps. Your part is to tell your 
community where the appliances 
can be secured and to repeat the 
high points of the manufactur- 
er’s sales story. The extra 
profit will repay you well. 

Don’t buy goods and leave 
them on the shelf. The people 
you must depend upon for busi- 
ness have been taught by the 
advertising and editorial sugges- 
tions of ELECTRICITY ON THE 
FARM to want the electrical 
helps you can sell them, but they 
won’t guess you have them in 
stock. You can tell them 
through your local newspaper by 
tsing a mailing list and attrac- 
tive window displays, and by 
having the inside of your store 
arranged in an up-to-date way. 
Just a little effort will do this, 
but, oh, what returns you will 


get! Now we must get back to 
appliances. 

Did you ever explain to your 
prospect for an electric percola- 
tor how nice it is to make the 
coffee right on the table,—how 
it is right within her reach and 
carries out one of the qualifica- 
tions laid down by the South 
American who demands that his 
coffee be “black as night, sweet 
as love, and hot as Hades?” 
Try it on the men folks, too. 
What other birthday or anni- 
versary gift would be more ap- 
preciated at home? 

In selling toasters. picture 
how good toast used to depend 
on the watchfulness of the cook 
—who had to remove the bread, 
turn it and replace it. (And 
probably burn it!) Now there 
are electric toasters that auto- 
matically turn the bread, and the 
latest development is one that 
toasts both sides of the bread at 
once. By an attachment, the 
toast is also released as soon as 
properly browned, and the cur- 
rent is automatically turned off. 

Show these people who come 
into your store how they can 
have toast done to a deep rich 
brown or a light golden one, to 
suit their taste. Also how easy 
to have those delicious toasted 
sandwiches served hot as you eat 
them. The current cost is very 
nominal—a few cents a year— 





and if you demonstrate your 
story, many a coal and wood 
range will know there’s an elec- 
trical appliance salesman in the 
neighborhood ! 


(To be continued) 
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First and Last Words 


Customers are sometimes driven 
out of a store by too much atten- 
tion. On the other hand, a cus- 
tomer to whom no attention is paid 
may take offense and leave the 
store. What is the clerk to do— 
speak to the customer or remain 
silent ? 

Merchandising experts who have 
studied this question are pretty 
generally agreed that the custom- 
er’s presence should be acknowl- 
edged by a courteous salutation, 
but this should be so worded as to 
avoid suggesting that you expect 
him to buy something. The con- 
sensus of opinion seems to be that 
the first words addressed to a cus- 
tomer should be: 

“Can I be of service to you? 
“Can I help you in any way: 
or some similar en pe 
say: “Do you want something?” o 
“What do you want?” 

A reporter who visited some of 
the leading New York stores 
jotted down the following greet- 
ings: 

May I help you? 

Are you being waited on? 

Would you like:to be waited on? 

May I show you anything? 

At Tiffany’s, the famous jewelry 
store, a different method is in 
vogue. Here the clerk never speaks 
first, but taking a position behind 
the counter facing the customer, 
indicates by his” attitude that he is 
ready to be of service whenever 
the customer desires information. 

Equally important are last 
words. The clerk who says: “You 
don’t want anything else, do you?” 
is inviting a negative answer. The 
proper procedure is to build up the 
sale if possible by suggesting some 
other article which may possibly be 
of interest to the customer. In a 

drug store, for instance, the clerk 
who has just sold a_tooth-brush 
suggests tooth-paste. Or if the 
sale was razor blades, the ‘sugges- 
tion is shaving cream. When it is 
evident the customer desires noth- 
ing else the clerk should make no 
further suggestions but say: 
“Thank you, very much. I hope 
you will call again when we can 
be of service to you.”—Beardslee 
Talks. 


>.” 
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Keep the User Satisfied 


In our continuous efforts to ob- 
tain more sales we often forget 
a very important factor which is, 


“Keep the user satisfied. The 
farmer’s home is his place of 
business. If his equipment lhe- 
comes disabled; and he cannot 


obtain prompt service, his business 
is going to suffer, just as in any 
other line of endeavor. Your 
future sales are going to depend 
largely unon the type of service 
you can render. 

The question naturally rises in 
your mind “How can I keep them 
all satisfied?” Here are a few 
things that if carried out will as- 
sist you a lot. Install the plant 
properly. Make. the purchaser 
proud of his installation and he 
will show it to everyone who 
calls. Instruct him very carefully, 
not onlv once but on several dif- 
ferent occasions. Make him a call 
every so often, and tune up his 
plant for him. Make him aware 
of the fact that he has purchased 
a very expensive piece of ma- 
chinery which requires some atten- 
tion from him if he desires maxi- 
mum life and service. Above all 
have an efficient and speedy service 
department. The time lost in 
making repairs causes more dis- 
satisfaction than the trouble itself. 

Keep these points in mind and 
carry them out. If you do you 
will not have much trouble keep- 
ing you "sers satisfied. Remember 
—Satisfied Users will increase 
your sales. 

Westinghouse “Farmfax.”— 


New Rural Lines 
in Kentucky 


The Kentucky Utilities Company 
is steadily extending its service in 
rural districts in accordance with 
plans announced at the first of the 
year. A new line is now operat- 
ing between Waddy and Shelbyville 
and 22 farms have been connected 
with another new line reaching 
from the Kentucky River hydro 
plant to Harrodsburg. Other ex- 
tensions are planned in that vicin- 
ity. One of the company’s largest 
farm consumers is Edward Simms, 
who operates a 3,000-acre = 
near Paris, for breeding rac 
horses. In 1927 this farm —— 
47,776 kw.-hr. 
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Useful Data on Batteries 


For the Dealer 


HE general construction of 
all lead acid storage batteries 


is similar. They consist pr.marily 
of positive and negative plate 
groups, separators, suitable con- 


tainer, cover, cell connectors and 
electrolyte. 

There is an odd number of plates 
in a cell—a negative plate being 
on the outside and between all 
positive plates. The positive and 
negative plates are held apart by 
the wood separators. The’ con- 
tainers, cell connectors, strength 
of acid and assembly of batteries, 
vary with the use for which the 
batteries are built. 

For Starting and Lighting duty, 
batteries are built with 3 or 6 cells, 
in wood or rubber containers. 

For Farm Light duty, the bat- 
teries are built with each cell in an 
individual glass container. This 
has many advantages over the 
Starting and Lighting type of con- 
struction for Farm Light service. 


Plates 


The important difference in the 
construction of batteries for specific 
service is in the plate. For Start- 
ing and Lighting batteries, where 
a high rate of discharge is neces- 
sary, a thin plate is used which 
would be unsatisfactory in Farm 
Light service. For Farm Light 
and Radio Batteries, where a 
relatively slow rate of discharge is 
used, a heavy thick plate is desir- 
able. This gives life and capacity 
to the battery. 


Functioning 


A storage battery depends upon 
a chemical action and reaction for 
its usefulness. The charging of 
the battery causes certain chemical 
action between the Positive and 
Negative plates, forcing acid out 
of the plates into the electrolyte or 
sol'ution in the battery. When cur- 
ret is drawn from the battery a 
reverse acticn takes place and the 
plates absorb the acid from the 
solution. This accounts for the 
solution becoming weaker on dis- 
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charge and recovering its strength 
when on charge. 


Acid Gravity 


The gravity of the electrolyte 
used in batteries will vary with 
the type of battery type of 
plate and separator, the service 
the battery, is built for and 
the amount of acid in each cell as 
compared with the lead. This is, 
of course, determined by the manu- 
facturers and should not’ be 
changed. Starting and Lighting 
batteries use 1.280 to 1.300 acid, 
while Farm Light batteries use 
from 1.225 to 1.260 acid. 

The fully charged gravity of a 
battery will vary but slightly with 
temperature and the addition of 
water. 

The discharged gravity will vary 
with the rate of discharge. The 
faster the battery is discharged, 
the higher the gravity will be and 
the slower the discharge, the lower 
the gravity. This is due to the 
rapid drop in voltage on a fast 
discharge. 


Voltage 


The voltage of a storage battery 
may be any multiple of 2 from 2 
volts up, depending upon the num- 
ber of cells connected in series. 
Each cell,-regardless of size, has 
a pressure of two volts, Higher 
voltage is obtained by connecting 
a number of cells in series. Start- 
ing and Lighting batteries are 
generally 6 or 12 volts; Farm 
Light batteries, 32 or 110 volts; 
Radio “A” batteries are 2, 4 and 6 
volts; and Radio “B” batteries 
from 22 to 200 volts. The size or 
number of plates in a battery does 
not govern the voltage. 


Ratings 


Batteries are rated as to their 
capacity in ampere hours... The 
methods of determining this ca- 
pacity depends upon the type of 
battery being rated. This method 
of rating takes into consideration 
the rate at which the battery is to 
be discharged when used in service 
for which it is designed. 

The rate of discharge on a 
Starting and Lighting battery is 
very high (50 to 200 amperes), 
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while a Radio battery is discharged 

at a rate of from 1 to 3 amperes. 
Therefore, they must be rated 

differently, as follows: 

Starting and Lighting, 20 min. and 
5 amperes. 

Farm Light, .8 hour and intermit- 
tent (72 hr.). 

Radio, 1 ampere and 100 hour. 
Each is rated.on the two rates 

at which it will normally be used. 
This article which. is abstracted 

from “lengthening Battery Life,” 

a pamphlet issued by the Universal 

Battery Co., will be concluded next 

month. 


Keep Your Show 
Window in Season 
An attractively arranged show 


window draws trade. The more 
frequently it is redecorated, the 
more customers it will attract. 


These fall days offer an excellent 
opportunity to arrange appealing 
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Rural Electrification Field 
Surveys to Be Made 


Field studies designed to open ‘he 
way for wider use of electricity on 
farms of the United States are ‘o 
be made in 10 states during ‘he 
coming year by Prof. E. 
Lahmann, head of the farm e- 
chanics department of the College 
of Agriculture, University of 
Illinois. Official leave of absence 
for one year, starting September 1, 
has been granted to him for the 
work. 

In co-operation with the Ceniral 
Illinois Public Service Company, he 
will first make a general analysis 
and survey of rural electrification in 
that company’s territory. During the 
second half of the year he will be 
in Minnesota, Wisconsin, Indiana, 
Ohio, Pennsylvania, New York, Ala- 
bama, Texas and Kansas where he 
will study the plans of other com- 
panies for supplying electric serv- 
ice to farmers. 

The study will be a continuation 
of rural electrification investigations 


=> 








displays—using, as shown in the 
picture herewith, characteristic fall 
decorations. This particular show 
window was dressed up_by the 
J. Av McNelis Co., of Kingston, 
N. Y., sficcessful electrical dealers 
serving both town and rural trade. 
* * * 

Sunday School Teacher (giving moral 
lesson to class): And what qualities 
should you ask God to give you as you 
grow up? Truth, Honesty and what 


els? 


Wise Child: Sales resistance.—Life. 


Attractive Autumn Show 


Window 





which the college farm mechanics 
department has conducted for the 
past three years on ten Champaign 
county farms in co-operation with 
the Illinois State Electric Associa- 
tion. Results of this co-operative 
investigation, which will be termi- 
nated September 1, will be reported 
in bulletin form this fall. 


Lack of uniformity between dif- 
ferent companies in rates, methods 
of financing lines and standards of 
line construction will be among, the 
important of the 


most proliems 




























nics 

the 

ign 
with 
cia- 
tive 
rmi- 
rted 


dif- 
nods 
~ of 

the 
ems 


Oct, 1928 








DEALER SECTION—ELECTRICITY ON THE FARM 








Opportunities 


| for Wide - Awake Dealers 
GENCO Light Plants 
Model N cont ANOVER Water Systems 


If you want to increase your business and make more money, we can 
help you. Other dealers all over the country are making large profits 
with GENCO electric plants and HANOVER water systems. You can, 
too! They are modern, efficient and reliable. The prices are right. 
Commissions liberal. Full cooperation with our dealers. New and 
complete line of shallow and deep well water systems and electric plants 
from 600 to 3,000 watt capacity. 


What Others Have Done! 


One new and inexperienced Dealer at Walton, 
N. Y., sold 19 plants in 21 days, over $1400 profits 
on plants alone. A new District Manager, Mr. 
A. L. Hitner, sold 34 plants in 31 days through 4 
dealers in one county. 
Do You Want Details on Our Sales 
Proposition for Dealers and Managers? 


Hanover Engineering Co. 


Hanover, Penn. 























~ Blue Ribbon 


Cullman Electric Milker 


Electric 
Pump Drive 
14 to 1 H.P. 









Chain drive on 
motor acts as 
a flexible cou- 
pling and pro- 
longs life of 





A Portable Milker Requir- 
ing No Installation 
ears. The only milker on the Ameri- 


he patented Load Equalizer can market that is 
t alii a complete 
makes starting easy and minim- unit in itself. It operates ang 


izes current co tion ; lf : ; ; 
lubricating, easy to. ‘install, — = Sno er farms light plant. 

foundation required. : ad ditic need this milker as an 
Send for literature and prices. = = ag papi mpd ago line. 
Cc attractive dealers’ proposition ' tor no 
ullman Wheel Co. Electric Products Corporation 

1342 Altgeld St., 3737 Bel t Av 

Chicago, IIl. Chicago, IIl. 
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which Prof. Lehmann will investi- 
gate. Rural electrification problems 
also vary within the various types 
of farming, while many new uses 
for electricity on the farm remain 
to be discovered and tried out. In- 
formation on both these points will 
be sought in the field studies. 


National Carbon Puts Out 
Ultra Violet Ray Lamp 


An addition to the widely known 
“Eveready” family soon will be an- 
nounced by the National Carbon 
Company, Inc., of Cleveland. 

It is the Sunshine Carbon Arc 
Lamp. The National Carbon Com- 
pany’s purpose in perfecting this 
new product is to provide the pub- 
lic with a thoroughly reliable sont 
moderately priced sunshine lamp 
and carbons of the proper type and 
design, both of which may be used 
effectively and safely by the lay- 
man 

The subject of sunlight and ultra- 
violet rays has a unique and wide- 
spread appeal. It has definitely 
passed beyond the experimental 
stage and the average man today 
has a fairly sound appreciation of 


‘Tduny bu Mail from Brook 
eiave mm oluiiual ai awl me tite 


LOWEST PRICES 


On 


FIXTURES - RADIO 
CONST. MATERIALS -APPLIANCES 





SELL FIXTURES 


from our special fix- 
ture catalog, illustrated 
in colors and showing 
retail prices. Send for 
your copy—it’s FREE. 


Send for Our Bi¢ Ne w Catalog 
and See for Yourself 


Electrical Supply Co. 


213-15-17 SO. PEORIA ST. 
Chicago. 
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campaign of advertising. 


its values. The great problem has 
been to produce an apparatus tha 
could be operated easily by anyon 
without technical knowledge, on 
that would meet the standards of 
the American Medical Association 
regarding efficacy and safety, on 
rugged enough to be moved about 
and that could be marketed at a 
price within the reach of a major- 
ity of consumers’ pocketbooks. 

It is understood that the sunshine 
lamp, wearing the already well- 
established trade name “Eveready,” 
























The New “Everead euine 
Carbon Arc Cae 


will be introduced to the pub ic 
through a thorough-going, national 
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Something New in a 
Pressure Tank 


The Acme Machine Company of 
Minneapolis, Minn., have recently 
perfected and placed on the market 
a new and novel pressure tank. 

In automatic fresh water pump- 
ing systems, it is necessary to have 
a tank containing air. This air 
forms a cushion for the pump and 
operates the pressure switch, which 
starts and stops the driving motor. 

The difficulty in the past has been 






CONDUIT 





PRESSURE 
SwiTcH 





to keep air in the tank, as water 
tapidly absorbs air when under 
pressure. Usually an air pump was 
used for this purpose. 

The Acme Machine Company 
have brought out a pressure tank, 
which requires no replenishing of 
air. The air does not come in con- 
tact with the water and that chance 
of absorption is eliminated. 

These pressure tanks are used in 
the Bevan Automatic Fresh Water 
Systems and can be used in con- 
fection with any automatic water 
System now on the market as well. 


* * * 


g Lengthening Battery Life” is 
useful little booklet just issued 
the Universal Battery Company, 

of Chicago, Ill. It is available 
upon request. 
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1-%4 K.W. $395 
Power Pulley Furnished 


Most Complete Line 


completeness of the ‘‘U. 8.” Line 


ows sale. ewe ain, soos r with 
bigger net profits for you. i 
nt Sa) line ranges 350 watts 


Ww. ‘our sizes up 

Kw? on “jdeally adapted for home 
perntal fig wand ‘2:% "KW. plants. for 
rome , filling stations, dance 
Ww te or complete information 

rt 

UNITED ST STATES MOTORS 

CORPORATION 

9 Nebraska St., Oshkosh, Wis. 
“U. S. Products Must Give Service.” 








CO-OP 
Monthly 


Free to 
Dealers 


Illustrating 
Electrical 
and Radio 
Supplies and 
Appliances 
Write for your copy 





Lighting 
Fixture 
Catalog 
Now 
Ready 
Free 
for the 
Asking 


CQ Lhoctric Supply Co 


33 N. Union St. 89-39th St. 








Chicago, Ill. Brooklyn, N. Y. 
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Sales are easier 


Not only are USL Farm- 
light Batteries easier to 
sell—but they are more 
profitable to handle and 
build a more permanent 
battery business for you. 


The USL gives satisfac- 
tory and efficient service 
for years. It is a real 
long-life battery. 


With USL prestige back 
of you, you can cash in 
on thousands of dollars’ 
worth of business around 
you. USL prices—dis- 
counts —- guarantees are 
all favorable to your 
success as a USL Farm- 
light Battery dealer. 
Mail this opportunity 
asin coupon today. 


USL Battery Corp., Niagara Falls, N. Y. 


Other USL factories at Oakland, Calif.; Toronto, Ont., and 
Sydney, Australia 


FARM LIGHT 
USL Batteries 








USL Battery Corporation, Niagara Falls, N. Y. 
Please send me complete. ieiiemniaiien on the USL Farm Light Battery dealer 
proposition, including prices, discounts and guarantees. 


pS ry ore et ee 
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